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Change management strategies for consumer goods companies adopting eCommerce.
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Introduction

The landscape of consumer goods has been significantly altered by the rapid growth of
eCommerce, requiring companies to adapt swiftly to stay competitive. This article explores the
essential role of change management in guiding consumer goods companies through the process
of eCommerce transformation and provides actionable insights into communicating vision and
goals, engaging stakeholders, and addressing resistance to change effectively.
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Understanding eCommerce Transformation in Consumer Goods

The eCommerce revolution has reshaped the consumer goods industry, driven by factors such as
changing consumer behaviors, technological advancements, and global market trends.

Key Drivers of eCommerce Transformation:

1. Changing Consumer Behavior:

a. According to Statista, global eCommerce sales are projected to reach $6.54 trillion
by 2022, reflecting a significant shift in consumer preferences towards online
shopping.

b. A survey conducted by McKinsey & Company revealed that 75% of US consumers
have tried a new shopping behavior during the COVID-19 pandemic, with many opting
for online channels.

c. The rise of mobile commerce (m-commerce) is particularly noteworthy, with Statista
reporting that mobile devices accounted for 53.9% of global website traffic in Q3
2021.

2. Technological Advancements:

a. Advancements in eCommerce technologies have facilitated seamless online
shopping experiences, with features such as AI-driven recommendations, AR/VR
product visualization, and one-click checkout.

b. According to Adobe's Digital Economy Index, the COVID-19 pandemic accelerated
the shift to digital by an estimated five years, with online spending reaching $876
billion in 2020.

3. Global Market Expansion:

a. eCommerce enables consumer goods companies to expand their reach beyond
traditional geographical boundaries, tapping into new markets and demographics.

b. Research by eMarketer forecasts that Asia-Pacific will surpass North America to
become the world's largest eCommerce market by 2022, driven by the rising middle
class and increasing internet penetration.

Change Management Strategies for eCommerce Transformation

1. Communicating Vision and Goals:

Effective communication of the vision and goals of eCommerce transformation is essential
for gaining organizational alignment and commitment.
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Key Steps:

● Define the vision: According to a study by Harvard Business Review, companies with
a clearly defined vision are twice as likely to outperform their competitors.

● Set SMART goals: Research by Gartner indicates that setting specific, measurable,
achievable, relevant, and time-bound goals increases the likelihood of successful
execution.

● Tailor communication: A survey by Deloitte found that personalized communication
tailored to different stakeholder groups resulted in higher engagement and buy-in.

● Foster transparency: According to a study by Gallup, organizations that prioritize
transparency experience higher levels of employee trust and engagement.

● Continuously track performance at leadership and board meetings. Make it a
company priority to drive eCommerce.

 
2. Engaging Stakeholders:

Active engagement of stakeholders is crucial for mobilizing resources and driving
eCommerce transformation initiatives forward.

Key Strategies:

● Establish cross-functional teams: Research by McKinsey & Company found that
companies with cross-functional teams are 50% more likely to achieve their
transformation goals.

● Solicit feedback: According to a study by IBM, organizations that actively seek and
act on employee feedback experience higher levels of employee satisfaction and
performance.

● Provide training and resources: Research by LinkedIn revealed that 94% of
employees would stay at a company longer if it invested in their career development.

● Recognize and reward contributions: A study by Towers Watson found that
recognition programs can increase employee engagement by up to 60%.

 
3. Addressing Resistance to Change:

Resistance to change is a common challenge that must be proactively managed to ensure
successful eCommerce transformation.

Key Approaches:
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● Communicate the why: Research by McKinsey & Company found that employees are
more likely to embrace change when they understand the rationale behind it.

● Foster a culture of continuous learning: According to a study by Bersin by Deloitte,
organizations that prioritize learning and development are 92% more likely to
innovate.

● Provide support and resources: A survey by Gallup found that employees who
strongly agree that their organization supports their well-being are 20% more likely to
stay.

● Lead by example: Research by Harvard Business Review found that leaders who
model desired behaviors have a significant impact on organizational culture.

4. Incorporating Changes in Compensation Structures, P&L Restructuring, and Dedicated
eCommerce Teams

In addition to the aforementioned strategies, consumer goods companies must consider
adapting their compensation structures, restructuring P&L, and establishing dedicated
eCommerce teams to drive successful transformation.

Key Strategies:

● Change in Compensation: Align leadership compensation with eCommerce targets
to incentivize the prioritization of eCommerce initiatives and drive accountability for
results.

● P&L Restructuring: Restructure the profit and loss (P&L) statements to accurately
capture eCommerce-related revenues and costs, enabling better decision-making
and resource allocation.

● Dedicated eCommerce Teams: Establish dedicated teams in key markets or
countries to focus exclusively on eCommerce initiatives, leveraging local market
insights and expertise to drive growth and innovation.

These additional strategies ensure that consumer goods companies have the necessary
resources, incentives, and organizational structures in place to effectively execute their
eCommerce transformation initiatives.
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The role of Digital Transformation in eCommerce

Digital transformation is foundational to the success of eCommerce initiatives in consumer goods
companies. It encompasses a broad spectrum of technological advancements and organizational
changes aimed at leveraging digital technologies to drive innovation, streamline processes, and
enhance customer experiences. In the context of eCommerce, digital transformation plays a
pivotal role in enabling consumer goods companies to establish and sustain a competitive edge in
the rapidly evolving digital landscape.

Investing in robust digital commerce platforms is essential for consumer goods companies
looking to establish a strong online presence and drive sales growth. These platforms serve as the
digital storefronts through which companies showcase their products, engage with customers,
and facilitate transactions.

A study by Adobe found that companies with well-optimized eCommerce tools and technology
experienced a 25% increase in revenue compared to their peers.
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Harnessing the power of data analytics is critical for consumer goods companies to gain
actionable insights into customer behavior, preferences, and trends. By leveraging advanced
analytics tools and techniques, companies can segment their customer base, identify high-value
customers, and personalize marketing messages and product recommendations to drive
conversion and loyalty.

Optimizing the supply chain processes is another critical aspect of digital transformation for
consumer goods companies. It helps them meet the demands of eCommerce, such as shorter
lead times, smaller order sizes, and direct-to-consumer fulfillment models. Leveraging
technologies such as blockchain, IoT, and predictive analytics, companies can enhance visibility,
traceability, and agility across the supply chain, reducing costs and improving efficiency.

According to a report by Deloitte, companies that digitize their supply chains can achieve up to a
20% reduction in procurement costs and a 50% increase in supply chain efficiency.

A study by Capgemini found that 77% of consumer goods companies believe that digital
transformation has significantly improved their supply chain performance.

Embracing an omni-channel approach is essential for consumer goods companies to seamlessly
integrate online and offline channels, delivering a cohesive and consistent customer experience
across touchpoints. By breaking down silos between physical stores, eCommerce platforms,
social media, and mobile apps, companies can engage customers at every stage of the buying
journey and drive conversion both online and offline.

Research by Harvard Business Review indicates that companies with strong omni-channel
strategies retain an average of 89% of their customers, compared to 33% for companies with weak
omni-channel strategies.

A study by Salesforce found that 76% of consumers expect companies to provide consistent
experiences across channels, highlighting the importance of omni-channel integration in
eCommerce.

Fostering a culture of innovation and adaptability is paramount for consumer goods companies to
stay ahead of evolving consumer trends and technological advancements. By embracing agile
methodologies, rapid prototyping, and experimentation, companies can iterate quickly, test new
ideas, and pivot their strategies in response to market dynamics.

According to a survey by PwC, 77% of consumer goods executives believe that digital innovation is
crucial for staying competitive in the industry.

Research by McKinsey indicates that companies with a strong culture of innovation are 3.5 times
more likely to achieve top-quartile financial performance.

Digital transformation is instrumental in shaping the success of eCommerce initiatives in
consumer goods companies, enabling them to unlock new revenue streams, drive operational
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efficiencies, and deliver exceptional customer experiences. By investing in digital commerce
platforms, harnessing data analytics, optimizing supply chain processes, embracing omni-channel
integration, and fostering a culture of innovation, consumer goods companies can position
themselves for sustained growth and competitiveness in the digital era.

Processes that require digital transformation to support eCommerce

Processes that require digital transformation to support eCommerce in consumer goods
encompass various facets of the business, ranging from sales and marketing to supply chain
management and customer service. Below are key processes and associated facts and figures:

1. Order Management and Fulfillment:

a. Digital transformation streamlines order processing, inventory management, and
fulfillment to meet the demands of eCommerce.

b. According to a study by Deloitte, 82% of companies consider order management and
fulfillment capabilities as critical for eCommerce success.

2. Inventory Management:

a. Digital tools enable real-time visibility into inventory levels across multiple channels,
optimizing stock levels and reducing the risk of stockouts.

b. Research by Gartner indicates that companies with advanced inventory management
systems can reduce inventory costs by 20-50%.

3. Customer Relationship Management (CRM):

a. Digital CRM systems track customer interactions, preferences, and purchase history,
enabling personalized marketing and customer service.

b. A study by Aberdeen Group found that companies using CRM systems experience a
48% increase in customer retention rates.

4. Marketing and Advertising:

a. Digital marketing platforms and tools facilitate targeted advertising, content
personalization, and performance tracking to maximize ROI.

b. According to eMarketer, global digital ad spending is projected to reach $517.51
billion by 2023, highlighting the growing importance of digital advertising.

5. Supply Chain Optimization:

a. Digital transformation enhances supply chain visibility, agility, and collaboration,
enabling companies to respond quickly to changing market dynamics.
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b. The World Economic Forum estimates that digitalization could unlock $1.5 trillion in
value for supply chain and logistics by 2025.

6. Customer Experience Management:

a. Digital platforms enable seamless omnichannel experiences, from browsing
products online to post-purchase support, enhancing customer satisfaction and
loyalty.

b. A study by McKinsey found that companies with best-in-class customer experience
management achieve 10-15% revenue growth and 20% higher customer satisfaction.

7. Data Analytics and Insights:

a. Digital analytics tools capture and analyze vast amounts of data to uncover
actionable insights into customer behavior, market trends, and competitive
intelligence.

b. According to Forbes, companies that use data analytics are 2.6 times more likely to
have a competitive advantage in customer retention and profitability.

8. Product Innovation and Development:

a. Digital collaboration platforms facilitate cross-functional collaboration and ideation,
accelerating product innovation and time-to-market.

b. Research by McKinsey suggests that companies that prioritize digital innovation
achieve 5-10% higher revenue growth and 15-20% higher EBIT margin than their
peers.

9. Payment Processing and Security:

a. Digital payment solutions offer convenience and security for online transactions,
reducing friction in the checkout process and minimizing the risk of fraud.

b. According to Statista, global digital payment transactions are expected to surpass 1
trillion by 2024, driven by the increasing adoption of eCommerce.

10.Analytics and Performance Measurement:

a. Digital analytics platforms provide real-time performance metrics and KPIs to
monitor the effectiveness of eCommerce initiatives and optimize strategies.

b. A survey by Adobe found that companies using advanced analytics tools achieve
126% higher profit margins than their competitors.

By digitally transforming these processes, consumer goods companies can unlock new growth
opportunities, improve operational efficiency, and deliver superior customer experiences in the
eCommerce landscape.
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Conclusion

eCommerce transformation presents consumer goods companies with unprecedented
opportunities for growth and innovation. By leveraging effective change management strategies,
organizations can navigate the complexities of this transformation journey with confidence. From
communicating a compelling vision to engaging stakeholders and addressing resistance to
change, consumer goods companies can position themselves for success in the digital age. As
the eCommerce landscape continues to evolve, embracing change becomes not only a necessity
but also a strategic imperative for long-term sustainability and competitiveness.
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